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INTRODUCTION
The paper is to contribute to the overall goal of stimulating the 
adaptation of pro-poor agri-food systems innovations to improve 
food security and sustainable natural resource management 
among rural poor farmers. the paper seeks to identify and exploit 
opportunities for expanding market access for minor crops and 
NRM products. The minor crops studied included cow pea, 
sorghum, groundnut, sweet potato and yam.
OBJECTIVES
Conduct market studies and market chain analysis to 1. 
understand and delineate demands, markets, products and 
market conducts 
Identify opportunities for expanding market access and 2. 
sustained commercialization of selected minor crops.
METHODOLOGY
The study was carried out in the Districts of Tororo, Mukono and 
Ntungamo. Data collection involved secondary data search to 
establish existing knowledge on the input-commodity market; Sample 
surveys using a semi-structured questionnaire was conducted with 
1,149 respondents to enlist information on input dealers, farmers, 
commodity traders, transporters and consumers to assess the 
markets, products, demands and market conduct. Key Informant 
Interviews and Focus Group Discussions were held to establish how 
market mechanisms and come to up to with modalities to improve 
market access and farmers’ the bargaining power.
RESULTS AND DISCUSSIONS
The results revealed that the trade was carried out by both men and 
women, of Primary School education level and of the small trader 
category. Transportation was mostly by motorcycles and bicycles. 
Marketing was affected by credit availability and terms, road types and 
distances, seasons and taxation. Commodity prices were determined 
by traders, whose activities were financed from own savings and most 
did not belong to any farmer or marketing groups. The marketing 
information most desired was commodity prices, obtained from fellow 
traders. Some traders received marketing advice.
Table 1: Respondents’ average quantities and prices and Market characteristics of minor 
crops, 2011 in Tororo, Mukono and Ntungamo Districts
Type of commodities 
sold
Quantities traded 
(Kg)
Buying price 
(Shs/Kg)
Selling price 
(Shs/Kg) Main source
Main 
buyers Market availability
Cowpea - local 150 1,500 2,000 Farmers Consumers Readily available
Sorghum –  local 210 1,000. 1,500 Farmers Consumers Readily available
Sorghum – improved 93 1,100 1,500 Farmers Consumers Readily available 
Groundnut – local 44 1,900 2,400 Farmers Consumer Readily available
Groundnut - improved 223 3,100 3,800 Traders (88%) Consumer Readily available
Sweet potato - local 60 7,00 1,100 Farmers Consumer Readily available
EXPANDING MARKET ACCESS
In order to identify opportunities for expanding market access and sustained • 
commercialization of the selected minor crops, farmers’ recommendations were 
synthesized as follows:.
Preference should be  to sell produce as groups, moving away from individual • 
marketing.
The groups should search for buyers, who should collect their produce from • 
specific agreed points in their locality, preferably a store, for better bargaining 
power and to minimise transport costs.
In order to realise meaningful production to meet own consumption and surplus • 
for sale, individual members should have 0.5 – 1 acre gardens for the minor 
crops, bearing in mind the limitations of land, labour and requirements of more 
important crops for the household.
Since most farmers had much smaller plots for the minor crops, this shift in • 
garden size would pose challenges of land, labour and improved seeds.
Cowpea, groundnut and sorghum should be sold after drying and thrashing • 
or de-poding while yam and sweet potato should be sold fresh. Higher level 
value adding, such as milling were not considered feasible initially but would be 
introduced gradually.
Produce should be sold a few months after harvest period to get higher prices.• 
Storage should initially be in farmers’ granaries but collectively rented stores would • 
be preferred and gradually, the groups should construct their own stores.
In order to fund their activities, farmers should participate in existing local savings • 
and credit schemes before they gradually begin to access funds from the Micro 
Finance Institutions and even banks. Group members can also pool labour and 
work on members’ gardens. Grants should also be sought from well wishers and 
Government.
Farmers would need support in their production and marketing activities and • 
their potential partners would be NAADS for advisory services and provision 
of planting materials, Sasakawa for provision of planting materials, NARO for 
providing improved technologies and linking farmers markets. They would be 
linked to these partners by their Councillors and Agriculture Extension Staff.
Conclusion
 
The findings  began to enlighten farmers and traders of input and minor crops • 
on the trade issues and how they can be addressed, for improved earnings. 
Farmers have also been enlightened on how marketing could be improved and 
how they can benefit from commercalisation of the minor crops.
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